
Selling to the 

Federal Government 





• The Market

• Preparation

• Homework

• Relationships

• Contracting

• Dos & Don’ts
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The Market
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Federal and Military Presence
In Maryland

• Over 60 civilian federal agencies

• 12 major installations with 100’s 
commands and agencies
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What does the mean?

Federal Spending

$36.9 billion contracts performed in Maryland 

– 55% Federal

– 45% Defense
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Representative Federal 
Agencies in Maryland 

• IRS

• NASA

• NIH

• NIST

• NOAA

• NSA

• NRC

• SSA

• Agriculture

• Census

• CMS

• Energy

• EPA

• FDA

• FEMA

• FBI

• HHS
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Major Installations in Maryland

• Joint Base Andrews

• Aberdeen Proving 
Ground

• Fort Meade

• NSA

• Cyber Command

• Naval Air Station Pax
River

• Indian Head

• Fort Detrick

• Coast Guard Yard

+ 100’s of Commands and Tenants





The Federal $

Top Industries
• Computer services

• Engineering services

• Scientific R&D

• Facility Support services

• Professional & Technology services

• Administrative and Management services

• Building Construction 
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Preparation
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Register in SAM

Systems for Award Management

• Official online database for Federal contractors

• Profile will allow agencies to search for your 
business

• Like a résumé

• Mandatory
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To Register in SAM

You need:

• DUNS number

• NAICS codes

• Federal Tax Identification Number (TIN) or 
Employer Identification Number (EIN)

• Banking info

• Request a Commercial & Government Entity Code (CAGE 
Code) –a standardized method of identifying a given facility at 
a specific location
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Get DUNS Number

• Assigned by Dun & Bradstreet

• Unique ID number for each enterprise 
location

• Used by lenders, government and corporate 
officials searching for background including 
corporate structure and credit file  
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Define your product or service

North American Industry Classification System 
(NAICS) – (Pronounced NAKES)

• Agencies post contract bids within a given 
NAICS code in beta.SAM

• Used by agencies for market research
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56

Administrative and Support and 

Waste Management and Remediation 

Services

1,615,690

5613 Employment Services 62,263

561311 Employment Placement Agencies 30,108

561312 Executive Search Services 11,504

561320 Temporary Help Services 20,133

561330 Professional Employer Organizations

https://www.naics.com/naics-code-description/?code=561330
https://www.naics.com/naics-code-description/?code=56
https://www.naics.com/naics-code-description/?code=56
https://www.naics.com/naics-code-description/?code=56
https://www.naics.com/naics-code-description/?code=5613
https://www.naics.com/naics-code-description/?code=5613
https://www.naics.com/naics-code-description/?code=5613
https://www.naics.com/naics-code-description/?code=561311
https://www.naics.com/naics-code-description/?code=561311
https://www.naics.com/naics-code-description/?code=561311
https://www.naics.com/naics-code-description/?code=561312
https://www.naics.com/naics-code-description/?code=561312
https://www.naics.com/naics-code-description/?code=561312
https://www.naics.com/naics-code-description/?code=561320
https://www.naics.com/naics-code-description/?code=561320
https://www.naics.com/naics-code-description/?code=561320
https://www.naics.com/naics-code-description/?code=561330
https://www.naics.com/naics-code-description/?code=561330


Codes Titles Total Marketable US Businesses

31-33 Manufacturing 646,567

3118 Bakeries and Tortilla Manufacturing 27,888

311811 Retail Bakeries 21,541

311812 Commercial Bakeries 4,296

311813
Frozen Cakes, Pies, and Other Pastries 

Manufacturing
227

311821 Cookie and Cracker Manufacturing 696

311824
Dry Pasta, Dough, and Flour Mixes 

Manufacturing from Purchased Flour
510

311830 Tortilla Manufacturing 618

https://www.naics.com/naics-code-description/?code=31-33
https://www.naics.com/naics-code-description/?code=31-33
https://www.naics.com/naics-code-description/?code=31-33
https://www.naics.com/naics-code-description/?code=3118
https://www.naics.com/naics-code-description/?code=3118
https://www.naics.com/naics-code-description/?code=3118
https://www.naics.com/naics-code-description/?code=311811
https://www.naics.com/naics-code-description/?code=311811
https://www.naics.com/naics-code-description/?code=311811
https://www.naics.com/naics-code-description/?code=311812
https://www.naics.com/naics-code-description/?code=311812
https://www.naics.com/naics-code-description/?code=311812
https://www.naics.com/naics-code-description/?code=311813
https://www.naics.com/naics-code-description/?code=311813
https://www.naics.com/naics-code-description/?code=311813
https://www.naics.com/naics-code-description/?code=311821
https://www.naics.com/naics-code-description/?code=311821
https://www.naics.com/naics-code-description/?code=311821
https://www.naics.com/naics-code-description/?code=311824
https://www.naics.com/naics-code-description/?code=311824
https://www.naics.com/naics-code-description/?code=311824
https://www.naics.com/naics-code-description/?code=311830
https://www.naics.com/naics-code-description/?code=311830
https://www.naics.com/naics-code-description/?code=311830


Dynamic Small Business Search 
Database (DSBS)

• Used by government agencies and other contractors 
searching for small businesses 

• SAM populates the database

• Info includes: 
– Location, NAICS, certifications, ownership, revenues, capabilities, past 

performance etc.

• Find teaming partners/competition

• Enhance and keep updated
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DSBS



Socially & Economically  
Disadvantaged

• Socially disadvantaged is a business owned by an 
individual who has experienced disadvantages due to 
their race, ethnicity or culture. 

• Economically disadvantaged is an individual or business 
with diminished capital and credit opportunities as 
compared to others in the same or similar line of 
busines who are not socially disadvantaged

8 8 8 - 2 4 6 - 6 7 3 6  | C O M M E R C E . M A R Y L A N D . G O V



Socio-Economic Designation

• The firm must be 51% or more owned and controlled by 
one or more socially and economically disadvantaged 
persons

• Net worth and income parameters

• Advantages

– Sole Source - no competitive bid process if only one 
known source exists to fulfill the contract.

– Set-Asides - market research concludes that small or 
disadvantaged businesses are available to provide a 
product/service 
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Woman-Owned Small Business (WOSB) & 
Economically Disadvantaged Woman-Owned

Small Business (EDWOSB)

• Industries that are underrepresented by women 
owned businesses

– construction, manufacturing, transportation, 
publishing, telecom, services, casino  etc. 

• Self or 3rd party certification 

• Set-asides 
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Service-Disabled Veteran-Owned 
Small Business (SDVOSB)

• Service-connected disability that has been 
determined by the Department of Veterans 
Affairs

• Set asides 

• Self certify, unless VA contracts
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Historically Underutilized 
Business Zone (HUBZone) 

• Economically depressed communities 

• At least 35% of its employees must reside in 
“any” HUBZone

• Designation requires certification through the 
SBA

• Sole source and set-aside
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8 (a)

• Nine-year program

• Small disadvantaged business

• Can form joint ventures or teams to bid on larger 
contracts

• Receive management and technical assistance 
(mentor-protégé)

• SBA certification

• Sole-source contracts

8 8 8 - 2 4 6 - 6 7 3 6  | C O M M E R C E . M A R Y L A N D . G O V



Statement of Capabilities

• Who is the audience

• Core competencies / capabilities

• Differentiators

• Past performance

• Socio-Economic designations

• Certifications and codes/numbers

• Customers
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Core Competencies

• No long paragraphs

• Use short sentences followed by keyword heavy bullet 
points

• Create a different document for each agency, prime or 
teaming opportunity

• Tailor each CAP to agency mission or specific opportunity

• Call it a Capability Statement 

• One page – one or two sides

• Save and distribute as a PDF, not Word, PowerPoint etc. 
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Elevator Pitch 
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• 20 to 30 seconds
• Explain what makes your company, 

product or service unique
• What problem can you solve
• Competitive advantages
• Do NOT lead with socio economic 

status.



Now
Do your Homework
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Maryland’s Government 
Contracting Guide

Comprehensive “How To” Resource

• Define your capabilities 

• Find an appropriate opportunity

• Prepare a proposal and price a response 

• 100 agency contacts

• Do business with the state of Maryland

• Maryland business resources
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B2G Website

ONE STOP Tool
PORTALS TO:

• Federal and Military Agencies

• Prime Contractors

• State Contracting

• County Contracting

and Do’s and Don’ts
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FEDBIZOPS

beta.SAM.gov

• Government agencies are required to post 
opportunities for contracts over $25,000

• Online tool

• Pre-solicitations upcoming opportunities 

• Research past awarded opportunities
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beta.SAM

Search opportunities

• Key word

• NAICS Code 

• Agency

• Place of performance

• Set-Asides

• Opportunity Type

• Etc.
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beta.SAM

Register

• Receive email notifications based on 
your keywords and search criteria

• Monitor pending contracts

• Create a watch list for opportunities
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beta.SAM



Federal Procurement Data System

Contract Data

Found on beta.Sam

• Post-solicitation and award data on contracts that have 
an estimated value of $3,500 or more.

• Search public award data to find competitive 
information and build your business pipelines.

• Learn when existing contracts expire

• Help identify potential subcontracting opportunities.
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Research
the Agencies
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Acquisition Forecasts



Acquisition.Gov

• Agency procurement forecasts

• Small business an industry liaisons

• How-to-do business

• Vendor communication plans

• Training
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Relationships
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Past Performance

Don’t have any?

Be a Subcontractor
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Prime Contractors

Portals to 50 Primes 

• Supplier Diversity

• Registration
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DSBS Find Teaming Partners



SubNet

Subcontracting Network System 

• businesses seeking small businesses subs

• small business seeking contracting opportunities

• Prime contractors with subcontracting plans
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Office of Small and Disadvantage
Business Utilization - OSDBU

• Support  small and disadvantaged businesses 

• Works with their Agency to meet their small and 
disadvantage goals

They cannot get you a contract
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Networking

• Attend agency outreach events
– beta.Sam posts these events

– GovConnects & GovConNet

• Matchmaking events

• High Tech Councils

Have your elevator pitch and Statement of Capabilities ready 
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Q & A



Contracting
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Contracting Methods

CREDIT CARD PURCHASES

• Purchase Card of individual items under $10,000 -
micro-purchases. 

• Do not require competitive bids or quotes 70% of 
all government procurement transactions are 
facilitated with a credit card 
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Contracting Methods

SIMPLIFIED ACQUISITION PROCEDURES

• Soliciting and evaluating bids up to $250,000, but 
are still required to advertise all planned purchases 
over $25,000 in beta.Sam

• Fewer administrative details and approval levels, and 
less documentation 

• Purchases greater than $10,000 and less than 
$250,000 are reserved for small businesses 
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Types of Solicitations

REQUEST FOR INFORMATION (RFI)

• Market research 

• To ascertain whether companies exist that may 
have relevance to what they need 

• Solely for information and planning purposes  

• No promise of  an RFP in the future 
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Types of Solicitations

REQUEST FOR QUOTATION (RFQ)

• No pending request to purchase commercial 
products and services

• Informal way

• May not result in a contract

• Used in simplified acquisitions
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Types of Solicitations

REQUEST FOR PROPOSAL (RFP)

• Formal process

• Provide a price quote 

• Used in large, publicly announced negotiated 
procurements 
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Contract Vehicles

• Used to procure goods and services in a quicker 
manner than the usual government procurement 
process

• These contracts often provide goods and services 
across many federal agencies 
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General Services Administration
GSA

The federal government’s:

• Business manager

• Buyer – commodities, commercial items

• Real estate developer

• Telecommunications manager

• and IT solutions provider

• Contracting opportunities over $25,000
are advertised on betaSam
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GSA Schedule

• Multiple Award Schedule

• Long-term government wide contracts with 
commercial suppliers

• Access to more than 11 million commercial 
supplies (products) and services at volume 
discount pricing

• IDIQ – Indefinite Delivery, Indefinite Quantity

• State & Local are users
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GSA Schedule

Categories of supplies and service:

• Facilities and Construction

• Human Capital

• Industrial Products & Services

• Information Technology (IT)

• Medical

• Office Management

• Professional Services

• Security & Protection 

• Travel, Transportation, and Logistics
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GSA Startup Springboard

Information Technology Category 

• The GSA wants the latest IT technologies to federal agencies faster. 

• Fewer than two years of experience

• Use executives and key professionals' professional experience to 

substitute for two years of corporate experience

• Use key personnel's project experience to substitute for relevant 

corporate past performance 

• Provide financial documentation that demonstrates your company's 

financial responsibility instead of submitting two years of financial 

statements.

• Get access to over $15 Billion in annual federal, state, and local IT 

opportunities.
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Contract Vehicles 

Government Wide Acquisition Contracts (GWACs) 

• Pre-competed task order

• For information technology systems design, software 
engineering, information assurance, and enterprise 
architecture solutions

• Established by one agency for government wide use

• NIH, NASA, GSA
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Before Your Proposal

Ask Yourself

• Do you have sufficient staff available? 

• Do you have the funds or financing to perform?

• Do you have the accounting system in place that meets the 
Federal requirements?

• Can you identify every cost such as labor, fringe benefits, 
material, overhead,……
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Organizing Your Proposal

Your proposal must demonstrate that:

• You understand the agency’s need 

• You understand the product or service requirements 

• Your proposed solution meets (or exceeds) the 
requirements, 

• Most proposals are divided into three sections:

• (1) technical, (2) price, and (3) past experience

Important that you have a capabilities statement
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Organizing Your Proposal

The Musts:

• The products and services you are offering fulfill the needs 
(meet the requirements, as stated in the solicitation) 

• You complete and submit all the appropriate standardized 
forms

• Your offer is clear, concise, and understandable 

• Your pricing makes sense for you and the government

• And follow instructions!
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Organizing Your Proposal

Demonstrate:

• Experience supporting the requesting agency or similar 
work

• Successfully performed on a project of similar work scope 
and complexity

• You have the staff or has access to personnel
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One Last Thing
FAR Compliance

Federal Acquisition Regulation

• Governs the purchasing process

• Uniform acquisition policies and procedures

– Planning & solicitations

– Contract formation

– Contract administration

….Be familiar
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Resources
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Small Business Administration
SBA

Supports small business government contracting

• Contracting Guide

• Contacting Assistance Programs

• Certifications

• Designations

Website a must

– SBA.GOV/Federal-Contracting
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Procurement Technical
Assistance Centers

• Counseling

• Training

• Advise:

– Government contracting 
requirements

– The market

– Successful performance
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Maryland Business Resources

• Commerce programs

• Governor’s Office of Small, Minority & 
Women Business Affairs

• TEDCO

• Incubators
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Business Assistance

• Site Location assistance

• Business formation and licensing

• Finance

• Tax Credits – JCTC, Cyber, security 
clearance

• Workforce training and recruitment

• Business Advocacy

• Export Assistance
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Finance Programs

• MSBDFA – Contract & Surety Bonds

• MIDFA – Loan Guarantees

• Video Lottery Terminal Fund

8 8 8 - 2 4 6 - 6 7 3 6  | C O M M E R C E . M A R Y L A N D . G O V



The Dos & Don’ts of 
Government
Contracting



Dos & Don’ts

Preparation

Do 
• ID your NAICS, niche  & 

competitive  advantage

• Have a clear easily navigable  
website

• Register in SAM / Primes

Don’t
• Limit your NAICS 
• Fail to keep your profiles,  

website & certifications up to 
date
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Dos & Don’ts

Preparation

Do 
• Prepare a clear and concise 

website and CAP statement

• Have workforce and finance 
in place

Don’t
• Have too broad of a scope
• Overextend yourself 

financially 
• Pursue security clearance 

solicitations if can’t
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Dos & Don’ts

Homework

Do 
• Study beta.SAM

• Review solicitations  

• Review awards and forecasts

Don’t
Schedule a meeting until you 
have:
• Completed all the preparation 

steps
• Prepared the customized CAP 

statement
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Dos & Don’ts

Homework

Do 
• Research websites, learn 

mission and what & how 
they buy

• Determine agency ‘s 
challenges and how you can 
solve

• Consider subcontracting

Don’t
Schedule a meeting until you 
have:
• Done all your research
• Identified the issue to solve
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Dos & Don’ts

Relationships

Do 
• Listen & Learn 

• Find networking 
opportunities

• Use small business liaisons

• Seek partners, small & Large

Don’t
• Lead with your socio-

economic status, but lead 
with capability

• Ask “how can I help you”
• Focus only on large primes
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Dos & Don’ts

Relationships

Do 
• Present succinctly and clearly

• Distinguish your niche & 
competitive advantage

• Ask for referrals

Don’t
• Forget to reach out to buyers 

of smaller contracts
• Give up on outreach and be 

persistent
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Dos & Don’ts

Performance

Do 
• Start small

• Read solicitation carefully

• Offer value , quality & green

• Contact the CO with questions 
or problems

Don’t
• Seek or propose on work you can’t 

manage
• Submit a non-responsive bid or 

incomplete documentation
• Leave problem unattended
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Dos & Don’ts

Performance

Do 
• Have workers in place 

• Have quality controls 

• Request debrief if lose

Don’t
• Be unprepared with  security 

clearances
• Fail to perform –word gets out
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Key Points

Do 
• Utilize SBA, SBDC , PTAC & 

GOSBA

• Understand your customer 

• Have a great CAP statement and 
website

Don’t
• Miss networking opportunities & 

vendor days
• Waste your or your customer’s 

time
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Key Points

Do 
• Hone your elevator pitch

• Gain past performance 
through commercial, small  or 
sub opportunities

• Find a mentor

Don’t
• Be unprepared with staffing or 

financial capacity
• Forget your rolodex
• Fail to perform

8 8 8 - 2 4 6 - 6 7 3 6  | C O M M E R C E . M A R Y L A N D . G O V



Oh yea- that Elevator Pitch 
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• Interesting
• Memorable
• Succinct
• Give examples and successes
• Ask questions
• Practice your pitch
• Remember - 20 to 30 seconds
• Have a business card with info on 

back or small brochure.  



In Conclusion

Government Contracting is Hard Work

So.. 

• Be Prepared

• Do your Homework

• Build Relationships

• Perform

• Be Persistent
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Recommendation

 Local – towns, counties, cities

 State

 Subcontract

 Then…. Feds
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B2G Newsletter



Important Links

Maryland Commerce Website

https://open.maryland.gov/

Maryland Commerce Business to Government Website

https://open.maryland.gov/business-resources/government-contracting/

Maryland’s Government Contracting Guide

https://commerce.maryland.gov/Documents/BusinessResource/maryland-federal-facilities-

contracting-guide.pdf

Dos and Don’ts of Government Contracting - (find many links in this document)

https://commerce.maryland.gov/Documents/BusinessResource/DosAndDontsOfContracting

WithTheGovernment.pdf

Business to Government Newsletter

http://eepurl.com/dh8W7j
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Important Links
North American Industry Classification System

https://www.census.gov/naics/

Systems Award Management

sam.gov beta.Sam.gov

Dynamic Small Business Search Database

https://web.sba.gov/pro-net/search/dsp_dsbs.cfm

SBA – Federal Contracting

https://www.sba.gov/federal-contracting

SubNet

https://eweb1.sba.gov/subnet/client/dsp_Landing.cfm

Acquisition.gov

https://www.acquisition.gov/browse/index/far
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Commerce.Maryland.Gov/B2G
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Contact

Helga Weschke
Helga.Weschke@Maryland.gov
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